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Whistle's reps were
knowledgeable, professional, and
incredibly motivated. The team
proved themselves quickly, always
open to feedback, eager to learn,
and fast to adapt. You can't ask for
more than that.

The Ultimate

SDR Hiring Guide

Your Definitive Playbook for Building a World-Class SDR Team
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Why Your Next SDR Hire Wil
Define Your Trajectory

$462K

¥ Generated in 3 months
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Stop thinking of SDRs as an entry-level role. They are your company's first
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impression, the architects of your pipeline, and a critical factor in achieving

scalable, predictable revenue. SDRs not only find leads, they generate Brand
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opportunities and create market momentum from scratch.

$1.2M

! Generated in1year
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This is the ultimate guide to identifying, vetting, and securing the top 0.2% of

SDR talent - the individuals who will become the foundational pillars of your

revenue engine.
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How to spot
Top Talent

Hiring great SDRs requires a
disciplined, rigorous process
designed to systematically
eliminate mediocrity. This
framework is your gauntlet,
ensuring only the absolute best

candidates make it through.

Strategic Sourcing & The Ideal

Candidate Profile

Proactively build a pipeline of top talent

before you even need them.

Real-World
Simulation

Replace talk with action by
testing their skills in a live,
job-specific scenario.

Uncovering Drive & DNA

Go beyond the resume to find the
unteachable traits that set great SDRs
apart.

Culture & Values The 360-Degree
Check Vetting
Ensure they will not only fit Verify every claim and
your culture, but improve uncover the unvarnished
your entire team's truth through thorough
performance. reference checks.



Strategic Sourcing & The Ideal Candidate Profile

Build a Curated
Pipeline of Candidates

Define Your "ldeal Candidate Profile"

Before you write a job description, create a detailed ICP. What companies do your current top performers come from?

What are their backgrounds? What specific metrics did they achieve? This is your north star.

Hunt, Don't Just Post.

Active Headhunting: The best are rarely looking. Use LinkedIn to identify top
performers from your competitors as well as from complementary industries.
Build a Talent Pool: Always be networking and building relationships with
high-potential SDRs, even when you're not hiring.

Leverage Your Team: Your people know other great people. Create an employee

referral program with incentives.




Uncovering Drive & DNA

Review Candidates
Go Beyond the Resume

Uncover Their "Why": Ask probing questions like, "What's the hardest thing you've ever had to do
professionally, and what did you learn from it?" or "Describe a time you were told 'no repeatedly and still

managed to achieve your goal.’

Quantify Everything: Don't accept vague answers. If they say they “increased leads,” ask: "‘By what

percentage? Over what time frame? How did that compare to the team average?” Good SDRs know their

numbers.

Probe their Ambition: Ask, "Where do you want to be in 24 months, and what's your plan to get there?" Look

for candidates who see the SDR role as a critical stepping stone in a deliberate career path, not just a job.



Real-World Simulation

See How They
Perform Under Pressure

This is the most crucial stage for evaluating raw talent and coachability.

The Live Role-Play: Give them a real-world scenario. Provide a fictional company and a target persona,

and have them conduct a live mock cold call..

The Written Assignment: Task them with writing a 3-touch email sequence to that same persona. Are

they creative? Can they write concisely? Is their call-to-action compelling?

Score Their Performance Objectively: Grade them on a scorecard against key competencies: curiosity,
concise communication, objection handling, and coachability. How did they incorporate feedback you gave

them during the role-play?



Culture & Values Check

$426K

Generated In 3 Months

Ally

The team was professional, agile, and results-
oriented.

Second Interview:
Are They for You

This part of the interview process should be with a senior leader. This step

is not simply about fit, it's about add.
Will this person improve the performance of your entire team?

Ask questions like:

e 'Describe the highest-performing team you've ever been a part of. What
made it so successful?”

e "How do you handle constructive feedback from a manager, especially
when you disagree with it?"

e 'Tell me about a time you proactively helped a teammate improve their

performance. What was the situation and the outcome?”



360-Degree Vetting

SDR Candidates

[liana McClain v

Colton Davis X

The Final Vetting
Beyond the References

This is your ultimate due diligence. A 360-degree view means getting

Liam Taylor X

feedback from people who worked above, alongside, and for the candidate.

Ask Powerful Questions That Go Beyond the Surface:

e 'If you had to describe their work ethic in three words, what would they be?"

e 'On a scale of 1to 10, how would you rate their coachability and ability to implement feedback?"

e 'Can you give me an example of how they handled a high-pressure situation or a period of significant
change?”

e 'If you had an open spot on your team today, would you rehire them without hesitation? What gives you

pause, if anything?”



The Blueprint of an Elite SDR

These are the non-negotiable track records that separate the true A-players from the rest.
Look for concrete proof, not just claims.

A History of Performance

Look for a consistent track record of finishing
in the top 10-20% of their team, with the
awards and stack rankings to prove it.

CRM & Tech Stack Expert

Top performers have a wealth of knowledge on

CRM and sales engagement platforms. Find out
which tools they've worked with in the past.

Omnichannel Prospecting Master of Complexity

They understand how to strategically
sequence cold calls, emails and LinkedIn
engagement to break through the noise.

The best SDRs are learning machines. Look for their

ability to quickly absorb a complex product, a new
industry or a nuanced buyer persona
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The

UnTeachable
Traits

You can teach a sales
methodology, but you can't teach
the innate drive that defines the
top 0.2%.

A "Hunter" Instinct:

This is the insatiable hunger to win. They
don't wait for leads to come to them;

they are proactive, constantly thinking
about their next move and creating
opportunities from scratch.

Professional
Curiosity

They can ask intelligent,
questions. This allows
them to dig deeper,
uncover unmet needs,
and position themselves
as trusted advisors, not
just salespeople.

Organization and
Discipline

Every action is precise,
every minute is allocated
to high-leverage
activities, and their entire
process is designed for
maximum efficiency and
predictable outcomes.

Ownership and Accountability

When they succeed, it's because of their
process. When they fall, it's on them to fix
it. Top SDRs never make excuses; they take
responsibility for their pipeline and their
results, good or bad.

Profound Sense of
Agency

They are biased toward
action. This internal locus
of control is what allows
them to thrive in the
ambiguity and pressure of
a high-performance sales
environment.



Non-Negotiable Infrastructure

An elite SDR understands that their environment and tools are a direct reflection of

their professionalism.

01 High-Performance Device

A powerful computer is the engine of productivity. It must handle a full sales tech stack (CRM,
dialer, research tools, other platforms).

02 High Speed Internet

A primary high-speed connection with a backup solution is the professional standard.

03 Backup Power Solution

A UPS is a non-negotiable sign of a professional who takes their commitments to prospects and
their team seriously.

04 Quality Headset

A crystal-clear, wired, noise-canceling headset is the only acceptable standard. How you sound
is a direct reflection of your credibility.

05 ADistraction-Free Space

A dedicated, professional workspace is essential for the intense focus required to execute
high-quality outreach at scale.



Want vetted SDRs,
ready to goin 5 days?

Get in touch with us.

www.whistle.ltd




